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[bookmark: _Toc514247834]Executive Summary
This report contains a marketing mix to help Hybu Cig Cymru successful enter the lamb market in Morocco.
All the results of the report will be under clear headings relating to the information it contains.
After completing the marketing mix it was found that the organisation did not have any control over the last 3 P’s which were
· People
· Processes
· Physical Evidence
This was the result of using an Export Management Company. Also, due to using the Export Management Company they have little control over place, as the Export Management Company takes the product straight from the organisation.
As a result of the findings in this report the following recommendations were made:
· Hybu Cig Cymru need to look into an Export Management Company and the amount of years that have been in business as well as the number of employees they have and the products they specialise in (Delaney, 2017).
· Hybu Cig Cymru also must look for a company in Morocco to do their public relations as well as all as most of their other promotion.
All the information sourced in this report was found online and in books and referenced clearly, with a bibliography at the end.











1.0. [bookmark: _Toc514247835]Introduction
This report follows on from the previous report which evaluated potential markets for Hybu Cig Cymru to export into. Hybu Cig Cymru (HCC) is a company responsible for the development, promotion and marketing of welsh red meat, which includes PGI Welsh Lamb as well as other meats (HCC, 2018).
This report will include a marketing mix created for Hybu Cig Cymru regarding the chosen country, Morocco as well as incorporating the marketing entry strategy that was chosen, Export Management Company. The marketing mix will help Hybu Cig Cymru have a successful entry into the lamb market in Morocco.
The marketing mix contains the following 7P’s:
· Product 
· Price
· Place
· Promotion
· People
· Processes
· Physical Evidence
(CIM, 2015).
The market entry strategy chosen in the first report was Export Management Company. Export Management Companies are ‘specialist companies set up to act as the export department for a range of companies’ (Doole & Lowe, 2008).
As an Export Management Company is being used it results in the organisation having no control over the last 3P’s. 










2.0. [bookmark: _Toc514247836]Main Findings
All the elements of the marketing mix will be adapted for the Moroccan market, this is the result of exporting into a foreign country. The reasons for adaptation will be explained in the various parts of the marketing mix.
2.1. [bookmark: _Toc514247837]Product
The organisation would have to take a polycentric approach to the way the product is branded and packaged. This would also include showing that the meat is Halal.
As not all Moroccans can speak English, the packaging would need to change. It would have to include Arabic and French which are the two main languages spoken in Morocco (Morocco.com, 2018). As the main language in Morocco is Arabic, the organisation would have to incorporate the Arabic symbols into their current packaging and brand.
To show that the meat is from Wales the packaging would be see through, so the consumer can look at the meat before they buy it. As red is the colour commonly used by Wales this would be the main colour used on the packaging, with green and white as accent colours.
As 98.7% of Moroccans are Muslim, all the lamb would have to be Halal (Commisceo-Global, 2017). This would also affect the packaging as it would have to show that it is Halal meat. A certificate could be created to show that the meat is Halal, this could also help with pricing as this could create the opportunity to charge higher prices.
As well as having a certificate to show that the lamb is Halal, a certificate could be created to show the quality of the product.
2.2. [bookmark: _Toc514247838]Price
The price of the lamb would have to be adapted due to exchange rates and the current situation in Morocco.
As the Welsh Lamb is premium, it should be premium price. The cost of using an Export Management Company would also affect the price of the product.
In 2017 for the Eid Al Adha fest someone bought 2 live sheep for 3500 Moroccan Dirham (Abdeselam, 2017). This is roughly exchanged into 275 British Pounds (XE, 2018). Hybu Cig Cymru sell lamb on average around £300, which is more for one sheep than the person in Morocco paid for 2, this shows that the prices would have to be competitive with the local farmers (Cymru, 2018).
2.3. [bookmark: _Toc514247839]Place
The way the product is stored and transported would have to be adapted from what is currently being done due to the amount of travelling the product will do and the fact that Morocco is a warm country.
The meat would have to be kept in a controlled cold environment, so it does not spoil. As an Export Management Company is being used they will supply all the places the products will be stored.
The organisation will have to build relationships with people in Morocco, so they can distribute the meat when it has arrived. 
The meat will go through a few distribution channels before getting to the consumer, first it will be taken from the organisation by the Export Management Company. The Export Management Company will then pass it on to small family run butchers and shops, which will ensure the product stays exclusive. This will then help with the price and opening the possibility of being able to charge more due to the consumer only being able to get it in certain shops/butchers.
The organisation would not have much control over place as the Export Management Company will take the product straight from them and they will have their own way of transporting the product
2.4. [bookmark: _Toc514247840]Promotion
The promotion for the product would have to be adapted due to several factors, one of those factors is not all Moroccans speak English, but the number of people who can speak English is starting to increase (Fakim, 2013). 
The Export Management Company will transport all the meat but will not do any of the promotion. The promotion will be up to the organisation, this could then be handed to the Export Management Company to carry out while they are in Morocco. A representative for the organisation would go into the Export Management Company to show and tell them what they expect them to do when the product gets to Morocco.
2.4.1. [bookmark: _Toc514247841]Advertising
Advertising is any paid form of non-personal communication of ideas or products in the prime media (Jobber & Ellis-Chadwick, 2013).
Digital advertising is key in Morocco because of low literacy (export.gov, 2017). In 2015, TV advertising spending in Morocco was $225 million, which shows that there is a market for it. It also shows that it is not too expensive to create a TV advert (Statistica, 2015). There could be a TV advert which shows where the lamb originates from, this could be beneficial due to the amount of people who are not literary in Morocco. 
2.4.2. [bookmark: _Toc514247842]Personal Selling
Personal selling is oral communication with prospective purchasers with the intention of making a sale (Jobber & Ellis-Chadwick, 2013).
There cannot be any personal selling by the organisation as an Export Management Company is being used. The organisation could ask the Export Management Company if they could appoint a sales representative to promote the product as well as providing warranties and after-sales-service (GlobalNegotiator, 2018). 
2.4.3. [bookmark: _Toc514247843]Public Relations
CIPR define public relations as ‘the discipline which looks after reputation, with the aim of earning understanding and support and influencing opinion and behaviour’ (CIPR, 2018).
As Moroccans are not all that open to products that come from outside of Morocco, setting up a partnership with a company that has a good reputation and market experience is key. The organisation would have to send a representative to Morocco to train these people, so they know exactly what there are promoting which will lead to them feeling like it is their product that they are promoting. As the organisation is handling all the promotion for the products they will supply all the support the partner will need.
As 35% of the meat consumed in Morocco is from local farmers the company would have to show that the meat the organisation is supplying is as good or even better than the local farmers (Boujenane, 2006).
2.4.4. [bookmark: _Toc514247844]Direct Marketing
Direct marketing is a communication tool that uses non-personal media, to create and sustain a personal and intermediary free communication with customers, potential customers and other significant stakeholders. In most cases this is a media-based activity (Fill, 2009).
As there is a growth in young people in Morocco, the organisation could promote the meat on social media sites which will help target specific consumers who would be likely to buy the meat (export.gov, 2017). By creating social media promotions, it gives the organisation an opportunity to reach a large audience while keeping the costs low as social media is a cheaper form of promotion. 
To reach the older generation as well as the people who cannot afford or don’t use the internet, a general flyer could be created that’s out through people’s mail box, as the products will be going into butchers and smaller shops the flyers would have to be specific to the shops and butchers that are near their location.

2.4.5. [bookmark: _Toc514247845]Sales Promotion
CIM define sales promotion as ‘a range of techniques used to engage the purchaser’ (CIM, 2018).
Some of the options available to the organisation are:
· Coupons
· Vouchers
· Stamps
· Free gifts
· Trial offers
· Competitions
· Displays
· Multi-buys
(McDonald, 2002).
As the product would be distributed to butchers and small shops they could offer samples of the product, so the consumers can see if they like the Welsh Lamb, if they do it offers them the opportunity to buy a product they normally wouldn’t buy (Joseph, 2018).
When the product is being introduced into the butchers and shops they could offer trial pricing, so people will be more likely to try the product.
The butchers and shops could offer vouchers or stamps where the consumer must collect a certain amount before they either get money back or the option to get the product for free.
2.5. [bookmark: _Toc514247846]People
An Export Management Company is going to be used to export all the products, this results in them having control of their people. The organisation cannot control this, which could result in risk as they do not know what type of people the Export Management Company employs.
2.6. [bookmark: _Toc514247847]Processes
An Export Management Company is going to be used, the organisation has no control over the processes they use. The Export Management Company would have the ability to set any policies they want. This is a risk for the organisation, if the Export Management Company has a policy that is bad for the organisation they cannot do anything as they do not have any control. 
2.7. [bookmark: _Toc514247848]Physical Evidence
An Export Management Company is being used, so they would have control of all the facilities used. They would have control of the containers they use to keep the meat in as well as the way the meat is transported. It could be possible for the organisation to ask the Export Management Company to have the organisations logo on one of their trucks.











3.0. [bookmark: _Toc514247849]Conclusion
In conclusion, Hybu Cig Cymru can do a lot of promotion in Morocco, although they would have to hire someone in the country to do the promoting for them. The organisation has control over the product, price and promotion surrounding the marketing mix. Through using an Export Management Company, they do not have control of the people they use or the processes they adopt or what type of resources and equipment they use, this is risky for the organisation as they don’t have a say if they feel the Export Management Company is doing something wrong. 
The promotion will be the biggest part of the marketing mix for the organisation as the Export Management Company will not do any of that for the organisation. The best way for the organisation to make sure it is successful is to hire a company to promote their product and then send a representative from the organisation to train them, so they understand what they are promoting.



















4.0. [bookmark: _Toc514247850]Recommendations
The following recommendations are made from the findings in the report:
· Hybu Cig Cymru need to look into an Export Management Company and the amount of years that have been in business as well as the number of employees they have and the products they specialise in (Delaney, 2017).
· [bookmark: _GoBack]Hybu Cig Cymru also must look for a company in Morocco to do their public relations as well as all as most of their other promotion.
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